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No. 8

ACCOUNTANCY is a profession. dation by the contribution of $25,000 from George
It has long been regarded as O. May and the other partners of Price, Watersuch by those who have known house & Company, and by the contribution of
it well. If there be any business $15,000 from Elijah W. Sells and the other part
men who still regard it merely ners of the firm of Haskins & Sells. Other con
as an occupation, a trade, to be tributions by members of the profession are ex
considered upon a par with the pected to bring the sum to $150,000, the income
more mechanical employments, of which has been calculated as being sufficient
they are not familiar with either the high order to make the plan successful. The interest in the
of abilities necessary for a successful practice of idea is so great that probably an amount far in
Accountancy, or with the high standard of ethics excess of the above will be available for the use
which characterizes this practice.
that has been indicated.
In a previous issue, we
When this bureau is fully
quoted from Dr. John H
developed, the individual ac
LEADING ARTICLES
Finley, as follows:
countant of the far distant
cities will find at his disposal
Charles G. DuBois
“Wherever, outrunning the
definite information accumu
desire for personal profit, we
lated by all the larger Ac
Biographical Sketch
find joy in work, eagerness
counting firms over a great
Page 127
for service, and a readiness
period of time. He will be
for cooperative progress,
enabled to do better work
Law
Department
there trade has been left be
for his client than he other
Pages 128-129
hind and a profession en
wise would; and as a result
tered.”
Audited Financial Statements the additional information
The most recent expres
he acquires will be added to
Pages 134-136
sion of this professional
the central storehouse and
characterization of Account
be made available to the
Originality in English
ancy is found in the move
other members.
Page 138
ment now under way for the
In founding this clearing
establishment, by the Ameri
house for Accountancy infor
Personal Notes
can Institute of Account
mation, the accountants of
Page 140
ants, of a central library, and
the Nation will take a great
statistical bureau. This is a
step toward establishing
department in which will be collected such infor their professional status beyond the possibility of
mation as is valuable to the profession at large— question or cavil.
information which has been acquired as the result
The professional attitude of the accountants is
of long practice, investigation, and analysis, by further evidenced by the rules of professional
members of the profession, and which will thus conduct which have been approved by the Coun
be made available for the use of all their fellows. cil of the American Institute of Accountants.
In this movement the cooperative spirit finds The following code, approved on April 9, 1917,
definite expression. Several of the largest Ac embodies in definite form the rules of ethics
countancy firms—the firms which have built up which have for many years governed the leading
the greatest store of this information, and which members of the Accountancy profession. It
are, therefore, the least likely to need such a should prove of great interest, not only to the
bureau, are the firms which are doing the most to accountants themselves, but also to the business
put this information in the hands of their associ men of the country who are served by the ac
ates who are less fortunately equipped.
countants, and whose interests are best served
The movement was given a very definite foun and protected by high professional requirements.

Amer
ican
Institute

Ethics

American
Institute
( Continued)

“1. A firm or partnership, all the
tive Committee or the Council.
individual members of which are Pace Student
“8. No member shall directly or
members of the Institute, may de
indirectly solicit the clients nor en
July, 1917
scribe itself as ‘Members of the
croach upon the business of another
American Institute of Accountants’; but a firm or member; but it is the right of any member to give
partnership, all the individual members of which proper service and advice to those asking such
are not members of the Institute, or an indi service or advice.”
vidual practicing under a style denoting a
partnership, when in fact there be no part
HE productive value of the middle-aged
ner or partners, or a corporation, or an indi
man, the worker between the ages of fortyvidual or individuals practicing under a style
five and sixty-five, is to be tested out by Benjamin
denoting a corporate organization, shall not de J. Rosenthal, the well-known Chicago capitalist
scribe themselves as ‘Members of the American and philanthropist. Mr. Rosenthal no doubt has
Institute of Accountants.’
encountered the superstition that is abroad in
“2. The preparation and certification of ex the commercial world, that no one should be
hibits, statements, schedules, or other forms of added to the salary list who is above forty. One
Accountancy work, containing an essential mis of the most difficult problems for a vocational
statement of fact, or omission therefrom of such bureau to solve is the placement of men who,
a fact as would amount to an essential misstate at the age of forty or above, have lost step with
ment shall be, ipso facto, cause for expulsion, or an organization position. Mr. Rosenthal states
for such other discipline as the Council may in a newspaper interview the test that he is about
determine, upon proper presentation of proof that to apply, as follows:
such misstatement was either wilful or was the
“Twenty middle-aged men whom we have en
result of such gross negligence as to be inex listed will be employed by one of the largest
cusable.
houses in Chicago.
“3. No member shall allow any person to prac
“The head of this house, to make an efficiency
tice in his name as a public accountant who is test, will put them in the correspondence de
not a member of this Institute, or in partnership partment. Alongside of them will be twenty
with him, or in his employ on a salary.
young men, and each individual will have the
“4. No member shall directly or indirectly same work to do. They will open, sort, and file
allow, or agree to allow, a commission, broker correspondence and do auditing work.
age, or other participation by the laity in the
“If these twenty middle-aged men do half as
fees or profits of his professional work, nor shall much work as the younger men, they will be
he accept directly or indirectly from the laity any paid half as much. If their efficiency is equal to
such commission, brokerage, or other participa the younger men, they will receive the same
tion for professional or commercial business salary.
turned over to others as an incident of his ser
“Young girls, many of them still children,
vices to clients.
physically, who will work for almost nothing,
“5. No member shall engage in any business are responsible for the thousands of unemployed
or occupation conjointly with that of a public old men who walk the streets, vainly looking for
accountant, which in the opinion of the Execu work.
tive Committee, or of the Council, is incompatible
“Many of these girls are ruined before they
or inconsistent therewith.
are twenty by hard work, and old men are kept
“6. No member shall certify to any accounts, out of positions which they could better fill. The
exhibits, statements, schedules, or other forms of test we are making will, I think, educate the busi
Accountancy work, which have not been verified
entirely under the supervision of himself, a mem ness world to realize what they are wasting, and
ber of his firm, one of his staff, a member of this save the younger generation from themselves.”
We predict that the producing capacity of the
Institute, or of a similar association of good
standing in foreign countries, which has been men under test will be found satisfactory. Even
with such a demonstration, many organizations
approved by the Council.
“7. No member shall take part in any effort to will hesitate to place men of middle-age, or above,
secure the enactment, alteration, or amendment, on their pay-rolls, and the problem will still exist.
of any state or federal law, or any regulation of
The grain sack is of little use till the sheaves have
any governmental or civic body, affecting the been run through the threshing machine. Our accu
practice of the profession without giving immedi mulated impressions and experiences need the same
ate notice thereof to the secretary of the Insti threshing process. Most of them are of no value; why
tute, who in turn shall at once advise the Execu give them mental storage?
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"YOU’RE a good deal younger
man than I supposed I’d see,
ace tudent
but, on the other hand,
got just that many more
July, 1917
years of hard work in you.” This
very
pronounced
natural bent in
was the way in which Theodore N.
Vail, soon after he had been elected some given direction. You need a
president of the American Tele trained mind for Business; Latin and
phone and Telegraph Company, in Greek help to provide that training,
1907, greeted Charles G. DuBois, for the best methods of teaching
whom he had sent for as being one these subjects have been so well de
of the best accountants then in the veloped through many years that
business eye. That first interview they give a thorough mental drill.”
Upon graduation from Dartmouth,
must have been thoroughly satisfac
tory to both Mr. Vail and Mr. Mr. DuBois got a job as clerk in the
DuBois, for the latter was elected New York office of the Western
comptroller of the “A. T. & T.” Electric Company, then a small or
Company on July 1, 1907, when he ganization, with its main office and
was thirty-seven years old, and he manufacturing plant in Chicago and
still holds that highly important
position.
Mr. DuBois’s business career has
been one realized opportunity after
another, until to-day, though still in
his forties, he is known, wherever
Big Business is understood and
talked about, as a front-rank ac
countant, organizer, financier, and
economist.
Charles G. DuBois was born on
March 22, 1870, in New York City,
where his parents were sojourning
for a short time. Mr. DuBois is,
however, a simon-pure New Eng
lander, inasmuch as his forebears
had lived there for generations. His
father, William H. DuBois, was for
many years treasurer and inspector
of finance of the state of Vermont.
The family home is at Randolph, in
that state, where some of Mr.
DuBois’s brothers and sisters, as
well as other near relatives, still
live.
Mr. DuBois was graduated from
Dartmouth College, in 1891, with the
degree of Bachelor of Arts. While
Charles G. DuBois
in college he took part in many stu
Comptroller
dent activities, among them manag American Telephone and Telegraph Co.
ing the baseball team during his
senior year. He was a good student, the somewhat smaller one in New
though, to use his own words, “not York employing about 300 men. He
an especially brilliant one.” He was had certain qualifications that helped
particularly interested in economics him at once in business. He knew
as applied to practical life—an inter bookkeeping, having mastered it as
est he has had ever since. Strange an assistant to his father while the
as it may seem, in view of his after latter was treasurer of Vermont; he
college business proclivities and suc wrote a legible hand; and he was
cess, he was exceptionally interested naturally systematic and of an in
in Latin and Greek, and the humani quiring turn of mind.
In five
ties, generally; and stranger yet— months’ time he had risen to be chief
from the view-point of many edu clerk over the half-dozen men mak
cators of the present day—he is glad ing up the office staff of the New
that he had to dig out Greek roots York office.
and master Latin prosody.
“At that time,” said Mr. DuBois,
“I still stand by the guns of the “office procedures were crude and
old-fashioned educators,” said Mr. inefficient. There were no laborDuBois. “I believe that the study saving office appliances to be had.
of Latin and Greek is the finest pos All clerical work was done in longsible mental discipline for every kind hand. If three duplicates of a bill
of young man who does not have a were needed, each one had to be

Charles
G.
DuBois you’ve

P
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written out separately. Books were Who’s
kept by means of the old-fashioned,
complete-journal record. It took a Who
tremendous lot of time to perform
the simplest task.”
Biograph
Like the other manufacturing ical
plants of the country, the business Sketches
of the Western Electric Company of Men of
was increasing with great rapidity.
Affairs
It became necessary for some one to"
simplify and systematize clerical
methods. Mr. DuBois, viewing this
necessity as his opportunity, jumped
into the breach and worked out an
accounting system, which, by means
of modern statements and records,
took care of the company’s business
as fast as it developed.
In 1897, six years after joining
the company, Mr. DuBois was trans
ferred to the main office, at Chicago,
to take charge of the accounting
part of the work that had been
handled by Mr. J. M. Jackson, the
secretary and treasurer, who had
fallen ill. In 1898, Mr. DuBois was
made secretary, performing the
usual secretarial duties, and having
supervision of the accounts as well.
About that time, owing to the
growth of the business, Mr. DuBois
began to concern himself with shop
accounting, especially in respect to
costs, distribution of burden, and
systematization. For the next ten
years, the demands of the business
caused him to develop into an ex
pert in costs.
“New shops were being put up all
the time,” said Mr. DuBois; “the out
put kept growing in quantity and
kind; and there was constant need
of the scientific determination and
supervision of costs. The day of
the shop foreman’s rule-of-thumb
methods and casual judgment had
passed; in its stead, blue-prints and
detailed specifications were coming
to be used for the mechanical work,
and all shop records had to be put
on a similarly scientific and accu
rate basis.”
The Western Electric Company,
in 1900, began to establish branch
houses throughout the country,
largely upon the advice of Mr.
DuBois, who had become interested
in the economic aspect of his com
pany’s business. Upon study and
analysis, he had come to the con
clusion that the output of the com
pany could be more economically
distributed through branch houses
than through jobbers, who, of
course, made profits.
This idea
finally prevailed, and in 1904 he
added to his duties those of super
visor of branch houses.
It was at this point in his career
that the American Telephone and
Telegraph Company found Mr.
[Forward to page 130

Law
Depart
ment
John T.
Kennedy,
LL.B.

Equity

QUALITY is Eq
E
and involves the Law of Contracts.
uity.” Thus reads Pace Student
Cases arose where rights, as a
one of the maxims
matter of justice, should be con
July, 1917
of Equity.
But
ferred upon parties, which did not
Equality is a difficult thing to flow out of this three-fold responsibility. An
determine. For years men have example is what is known as “the right of con
wrestled with the word. States tribution.” For instance, two persons are co
men have differed as to what guarantors of a note, each promising to pay the
constitutes the equality of the human race; full amount of the note in the event that the
economists have argued as to what is equality of maker fails to do so at maturity. Under these
opportunity, and no little discussion has resulted circumstances there is a contract between the
from the declaration of human equality by maker and the creditor, and a contract by each
Thomas Jefferson. If any one accepted this guarantor with the creditor, but no contract be
maxim as a definition of Equity, they would be tween the guarantors. At law the creditor might
compel either guarantor to pay the note in full.
in the dark as to its true meaning.
Equity is always a mystery to the beginner in Assuming that one guarantor paid the debt in
the study of law. Nevertheless, the student full, under the old common law he could not
seizes upon it as a cloak to cover his ignorance. secure any remuneration from the other guar
Let the instructor ask him for the decision in antor, because none of the three things mentioned
a case, and if he does not know the answer, he was present. It was no crime for the other
will reply, “It is so and so in Equity.” But guarantor to refuse to contribute to payment;
should the instructor ask him, What is Equity? nor was it a tort; nor did any contract with
the guarantor who paid obligate him to con
the student immediately gets into trouble.
No writer on Equity ventures an exact defi tribute. Nevertheless, in all fairness, the guar
nition of the term. Bispham, one of the authori antor who paid the debt in full should receive
ties, offers no definition. Writers hesitate to give contribution from the other guarantor. Equity
definitions of this term because of the excep intervened and decreed that justice required con
tions which might be given respecting any defini tribution from one guarantor to the other. This
tion and because Equity is a growth or develop same general idea will be found present respect
ment of justice. Therefore, I suggest a defini ing other equitable rights, which the student
tion composed on the basis of text explanations, learns in a law course.
In addition to the rights which Equity afforded,
not as an example of precision, but as a step
toward giving a clearer comprehension of this there are equitable remedies. Equitable reme
branch of jurisprudence. The suggested defini dies are more easily understood than equitable
tion is: Equity is a system of justice designed rights. With but few exceptions, the common
to afford relief from the hardships incident to law recognized only money damages. Money Equitable
the inflexibilities and incompleteness of certain damages would not always compensate for in Remedies
common-law rules and forms, and to afford an juries. A common illustration is where a man
adequate remedy for an existing legal right where employs an agent to buy his old homestead, and
the agent, instead of buying it for the man, buys
no such remedy existed at law.
Law courts were instituted before equity it for himself—taking title. At common law the
courts. An understanding of how Equity re only remedy the man would have was an action
moved some of the injustices arising out of the for money damages; and there would be no
strict interpretation of legal rules by law courts, means of securing that which was of more value
may best be had by considering certain funda than money to the principal—that is, the land
mental phases of the law in conjunction with cer itself. Equity intervened, so that the principal
could obtain the land.
tain examples.
Students sometimes get the impression that the
Under the old law, all rights or obligations
flowed from three general sources. These are rule just given applies to land only, but it applies
contained in what is known as the three-fold to anything wherein money damages would not
responsibility of the citizen to the law. The first compensate. For instance, a famous piece of art
of these imposes upon the citizen the duty of or a family heirloom could be recovered.
It is true, that some of the equitable rights by
not injuring society, and its violation constitutes
a crime; the second imposes upon the citizen statutes have been made legal rights. Likewise,
the duty of not injuring the person or property Equity is administered in some of the states by
of another, and its violation constitutes a tort; the same judges who adjudicate legal questions.
the third imposes upon the citizen the duty of This does not alter the principle, for a judge when
abiding by certain of his agreements with others, hearing equity cases would be a chancellor so far
128

proposal be to buy or to sell “not
less than” a given quantity, it is
Pace Student definite
as to the extent of the mini
July, 1917
mum named. Furthermore, there
dence. In succeeding articles, spe
( Continued) cific subjects of equitable jurisdiction will be con must be definiteness as to just what goods are
sidered. There is probably no study so fasci contemplated.
nating, once the student grasps the fundamentals,
The question of definiteness as to parties has
been frequently litigated. A circular letter or
as that of Equity.
a catalogue proposing the sale of goods at prices
UTUAL assent, in the Law of Contracts, named therein, is construed as a mere invitation
Mutual
Assent
consists of an offer and an acceptance. to deal, extended to the public in general. It
Until there has been mutual assent, no contract
can not be assumed that every offer to the pub
results. Not infrequently, the question as to lic is an invitation to deal. If Jones loses his
whether a contract has resulted from negotiations watch and inserts an advertisement in the paper
arises in the purchase and sale of a commodity offering $10 reward for its return, this is a defi
of fluctuating price—for instance, cotton. If it nite offer. It is not made to the public in general,
goes down, the person who had offered to sell but to that person who may find the watch.
it at a price higher than the present market may Unless the person finding the watch had in mind
attempt to show that the other party contracted the offer of Jones when returning the watch, he
to purchase cotton. On the contrary, if the price can not claim a contract exists, as the watch must
goes up, the person who wanted to buy cotton be returned, by reason of the offer, in order to
at the time of the negotiations may attempt to have a complete offer and acceptance necessary
show that there was a valid contract by the for a contract.
other party to deliver the cotton at the price
A widely published case tends to confuse stu
mentioned in the negotiations. Sometimes there dents. In this case, a merchant advertised an
is a considerable sum in controversy—represent article in the newspaper. By mistake the news
ing the difference between the market price and paper, through neglect of its staff, inserted a
the contract price. In a recent court case upon price lower than that in the copy. The mer
which I was engaged several telegrams between chant sold the article at the lower price, brought
the parties had to be considered in conjunction, action against the newspaper for the difference
in the effort to determine whether or not a con between the two amounts, and recovered. In
tract arose.
this case, the merchant was not obligated to sell
Basically, the rule is, that there must be an the merchandise at the lower price, for the reason
offer by one party and an acceptance by the that this was merely an invitation to deal. The
other. Simple as this may sound, difficulties are point in the case was, that the neglect of the
found in its practical application. Conduct as newspaper compelled him to do so, or to run
well as words are to be considered in determining the risk of forfeiting the good-will of his cus
whether an offer has been made and whether tomers, and that the newspaper must therefore
there has been an acceptance. Silence is not pay. It is by no means certain that in all cases
consent to an offer, unless accompanied by acts the measure of damages to the merchant would
indicating an acceptance.
be the difference in amounts. From these cases,
Definiteness is the main test in determining we may derive the rule that there must be defi
whether a proposal constitutes an offer. There niteness as to the party, or parties, to whom
must be definiteness as to the amount, as to the the proposal is made, and that a proposal ostensi
subject-matter, and as to the parties. Unless bly made to the public, as in the case of a reward,
there be this definiteness as to these elements, may in reality be made to a definite, though un
the proposal is not an offer but an invitation to known, person.
deal. A proposal to buy goods from another, or
Difficulties are likewise experienced in deter
to sell goods to another, at a “fair price,” “a rea mining what constitutes an acceptance, in the
sonable price,” or a “fair market price,” is too absence of a verbal or written acceptance of the
indefinite to constitute an offer. There is even offer. Any conduct indicating an intention to
question as to whether an offer to take goods at act upon negotiations as though a contract had
the “highest market price” may be considered been completed, is construed as an acceptance.
definite. Indefiniteness as to quantities of goods If A and B are in the course of negotiations as
was discussed in the last issue of The Pace Stu to the purchase and sale of goods, and B pays
dent. It will be remembered that if the proposal for a part of the goods at the price named, which
be to buy or to sell “not more than” a given part payment A accepts, it will be assumed that
quantity, it is too indefinite. But should the A, by his conduct, accepted the offer of B to pay
Law as those kind of cases are concerned.
The illustrations given afford an
Depart
ment insight into this branch of jurispru

M

129

[Forward to page 137

Charles DuBois and elected him comp
G. troller.
“The Bell System, at that time,”
DuBois

explained Mr. DuBois, “was a rather
loose-jointed organization composed
Continued)
of many different companies, in dif
ferent sections of the country, with
different methods of doing business.
Many things had been begun, but
few had been made uniform or sys
tematized. It was my business to
work out a comprehensive system of
accounts, which would be so uniform
in layout and methods as to enable
accurate comparisons to be readily
made between the results of the va
rious companies.
The work in
volved much more than having the
accounts look uniform; it involved,
first of all, making the clerical proc
esses back of the accounts uniform,
so that results which looked uni
form were so in fact; it also in
volved devising methods to present
complete summaries quickly.
I
found all this a three years’ job.”
Mr. DuBois’s supervisory work
has a country-wide compass. The
Bell System is now made up of
about twenty-five associated com
panies, each of which has its own
general auditor, who, though report
ing direct to the president of the
company, is under the cooperative
supervision of the comptroller of the
A. T. & T. Company. Besides, as
comptroller, Mr. DuBois is required
to pass upon the technical qualifica
tions of every general auditor, and
several of these officials he has se
lected from among the members of
his immediate staff at the home
office, which normally numbers
about 130 persons. Mr. DuBois also
supervises the auditing of each asso
ciated company and statistical work
of all kinds—statistics as to devel
opment, progress, and prospects, as
distinguished from pure accounting.
The foregoing would seem to be
a sufficiently comprehensive scale of
duties to engage all of Mr. DuBois’s
energy and time. Yet he finds per
haps his greatest interest in all mat
ters pertaining to the welfare of the
“Bell” employees throughout the
country, and he takes an active part
in all cooperative movements in
their behalf. He is chairman of a
special committee that provides
them with accident, health, and life
insurance, and old-age pensions. He
has been instrumental in cultivating
thrift by means of a profit-sharing
plan, which enables employees to
buy stock in the Company on in
stalments of $2 a month for each
share. As a result of this plan,
45,000 employees are buying ap
proximately 125,000 shares, about
one-half of which are already paid

Student
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for. Mr. DuBois also takes a deep
interest in educational work for the
benefit of the employees of the
Company. A great deal of this
work has already been done, and
plans for extending and systematiz
ing it are under way.
During the past three or four
years, since the accounting work of
the Company has been standardized
and placed under the direction of the
Interstate Commerce Commission,
Mr. DuBois has been giving more
attention to statistical work, financ
ing, and welfare activities than to
accounting, especially since he has
developed many of his assistants
into good accountants.
Mr. DuBois has very positive
views upon the importance of sta
tistical work to the Telephone Com
pany. “Inasmuch as the service of
cur Company,” said Mr. DuBois,
“touches every phase of our national
life, we find it desirable to get com
plete pictures of as many sections
of that life as possible. A common
mistake consists in drawing conclu
sions from one set of facts rather
than from an accurate conception of
the inter-relation of various sets of
facts. Statistics, properly compiled
and interpreted, will do much to
give correct judgments as to plans
of expansion and promotion.”
Mr. DuBois supplements his sta
tistical investigations by means of
first-hand, mental pictures of the in
dustrial, commercial, and social con
ditions in every part of the country.
There is probably no other man in
the United States who has traveled
more widely or more intensively
within the confines of our country
than he. When he goes to a city,
he insists, as he himself says, “on
being shown around. If, for exam
ple, a new cotton warehouse is go
ing up, I want to see it and to ask
questions about what it signifies as
to the development of the neighbor
ing country. I take the same point
of view in reference to every other
indication of industrial and commer
cial growth, wherever I happen to
be. The result is, that sitting here
in my office, I can see every section
of the country in a detailed way, and
I can prophesy, to a pretty accurate
degree, its trend of development and
its needs for the future.”
“Please give me your opinion of
Accountancy and Business Adminis
tration as a field with opportunities
for young men,” I said to Mr.
DuBois. “Accountancy has a won
130

derful future as a profession, and
especially in private business or
ganizations,” replied Mr. DuBois.
“Business is becoming more and
more scientifically organized. The
old day of deciding things upon the
basis of prejudice and narrow opin
ion has gone. It is being superseded
by the period when the adminis
trative officers must know all the
facts, and how they fit into the pic
ture as a whole, before they make
their decisions.
Men who are
trained in the executive side of Busi
ness are greatly needed, and a con
siderable measure of this training is
provided by the study of Account
ancy and Business Administration.
“Right here,” continued Mr. Du
Bois, “I want to emphasize one or
two things based on my experience.
An accountant is much more than
a good bookkeeper. The latter is
a skilled workman, and, as such, I
respect him just as I do a skilled
cabinet maker. An accountant, how
ever, must be an interpreter of so
ciological, economic, and financial
facts, as well as a systematizer and
an organizer. And to interpret facts,
the accountant, in my opinion, must
have imagination. Facts are like
so many stones: each stone, while
complete in itself, is worthless un
less mortared together with other
stones; imagination is the mortar
that sticks facts together and works
them into a symmetrical structure.”
“And now, just a word, if you
please,” I suggested, “as to how a
young man may make the proper
kind of start toward success in
Business.”
“There is no question about the
importance of study,” replied Mr.
DuBois, readily, “not so much the
imitative study of specific processes
and procedures, as the kind of study
that makes one think comprehen
sively. If a man can visualize and
reason, he can usually be depended
upon to work his way through al
most any set of specific facts.”
I cannot help feeling that Mr.
DuBois is one of the best possible
illustrations of his own definition of
success. He has always been a
student, gathering information and
transmuting it into knowledge that
would work in a practical way.
Every position he has ever had—and
he began at the bottom—he has so
broadened and deepened within a
short time as to find promotion at
hand. And to-day, it is the same
story with him—though comptroller
in title and functions, he is making
the word mean, not only supervisor
of accounts, but statistician, sociolo
gist, economist, financier, and wel
fare expert.

MILITARY and naval organi
Depart
zation divides into three
mental
main
parts.
These parts center
Organi
around
personnel,
materiel, and op
zation

wise, operations have to do with the
training of the men and with the
various
maneuvers that are neces
1917
sary. Not a little planning and
skill is necessary to conduct this part of the
work.
Once a person distinguishes between these
three main branches of military and naval organi
zation, a large part of the difficulty of under
standing the work done is removed. Although
the work is distributed between bureaus and
departments, it ties in with these main classifi
cations.

PACE STUDENT
July,

erations. When you hear of an admiral as aide
for personnel, or aide for materiel, or aide for
operations, it means that he is particularly con
cerned with the branch of work designated. No
matter what technical name may be given a bu
reau or department, its work classifies under one
or more of these heads.
Personnel has to do with the persons in the
service. Complete records are kept of the mili
tary history of each officer and man. On the
monthly muster-rolls, reports are submitted to
the department concerning each man and what
has happened respecting him during the monthly
period. From these rolls, cards are prepared set
ting forth the main events in the soldier’s career.
At one time it required several days to furnish
this information respecting a man; but the sys
tem of keeping records has been so improved
that it is now ordinarily a matter of a few
minutes.
Materiel has to do with the property used in
the service. The term includes supplies, equip
ment, and all other kinds of property. Most of
the property is purchased on the bid basis. This
means that concerns bid on contracts to furnish
the property, the contracts specifying kinds, qual
ities, quantities, etc. The property thus pur
chased is in charge of various bureaus. Should
a part of the organization need property, it is
secured by means of requisitions. Complete in
ventories are kept of property of a permanent
character, and a charge is made to the officer re
sponsible for its care. Should the property be
destroyed, or should it wear out with use, there
must be a survey by officers before the charge
against the responsible officer is removed.
In the Navy, one bureau deals with supplies
and equipment, another deals with repairs to
Government properties and with minor construc
tion work, and a third deals with the major con
struction work connected with battle-ships and
with extensive improvements to Navy yards and
stations. A like division respecting materiel is
effected in the War Department.
Both in the War Department and in the Navy
Department one bureau or department is in
charge of supplies and pay. In the Marine Corps
the Paymaster’s Department has charge of pay,
and the Quartermaster’s Department has charge
of both supplies and property.
Operations include the activities other than
those of a recording nature or those respecting
property. These involve the movements of ships
and of men from one station to another. Like

Throw away the spark plug and you can’t start an
automobile. Smother your initiative and you can’t
start yourself upward.

Some lawyers oppose teaching law to laymen.
Their attitude is no more logical than that of a
physician who would oppose teaching hygiene
or sanitation to the public. A lawyer gains little in
fee or in reputation from clients unable to protect
themselves legally.
Those who reap the larger
reward of the profession number among their clients
executives who know how and when to use the law
as an ally in the game of business.
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Do It Better*
“It is evident to every thinking
man that our industries, on the
farm, in the shipyards, in the
mines, in the factories, must be
made more prolific and more
efficient.”
—From President Wilson’s
War Message to the People.

In the present emergency there is one
thing every man and woman can do—as
a patriotic duty should do—and that is:
do the thing you are doing now, better.
There is one most effective way to in
crease your usefulness, and that is—
study; study the principles on which
your work is based, and learn better
methods.
Mastery of Pace Standardized Courses
in Accountancy and Business Adminis
tration, means mastery both of principles
and of organization methods.
These Courses are available in Resident Schools
and by Extension.

For Bulletin and Information write to

PACE & PACE
30 Church Street

New York City

THE other day I visit
Out with the truth! A “jinx” is
ed a business men’s Pace Student the alibi of cowards and slackers, the
gymnasium class.
refuge of weaklings and whiners, the
July, 1917
One member of the
feeble fortress of dunderpates and
class caught my attention and fools—when they find themselves tangled up in
held it. He was a man about the web which laziness, bad judgment, and re
thirty-five—evidently a newcom stricted vision have woven about them. A “Jinx”
er, for he had not yet got the has about as much claim upon intelligent credu
swing of the exercises which the rest of the class lity as a witch of Colonial repute. It owes its
Coordi were performing rhythmically and in unison. creation to a diseased imagination and a warped
nation He made a sorry spectacle, as he did the proper perspective toward the law of cause and effect.
thing too late or the wrong thing as a substitute. Belief in its existence and in its maleficence, oc
The class effect was, of course, spoiled. “His casional or persistent, betokens a morbid men
trouble is lack of the ability to coordinate his tality and a flaccid will.
mind and his body,” said another visitor, who sat
So bury the “jinx” defence for errors of omis
next to me in the gallery. “It’s surprising how sion and commission. Bury it deep. Laugh
many folks there are like him—folks that can’t at the obsequies. Then look within yourself for
make all parts of themselves work in harmony.” unadmitted causes of admitted effects. Facts—
There is a fundamental principle in this inci disagreeable facts, perhaps, but illuminating
dent that applies to business.
facts, just the same—will re
ward your search; and facts,
We often see lack of coordi
THE PACE STUDENT
nation between the mental
profited by, always put a
and the emotional nature of
“jinx” to permanent rout.
the individual as an individ
A Magazine of Service
ual. Grouchiness, petulance,
OST of us, be it said Mastering
M
Interpreting
sarcasm, anger—the whole
to our shame, know a Foreign
the Purpose, Spirit, and Needs
but one language—our own, Language
gamut of undesirable emo
of Modern Business
and that imperfectly. The
tions—are the outward evi
Published Monthly
dence of an inner lack of
era of foreign-trade expan
sion is well begun despite
emotional and mental co
Subscription Price $1.00
ordination. Then there is
the troublous times of war.
Men who can speak Spanish
the lack of coordination—in
a Year, Payable in Advance
planning, in thinking, in do
or Portuguese or French or
Italian—to mention only a
ing—between the individual
PACE & PACE, Publishers
few
foreign languages—in
and his or her fellows. In
30 Church Street
addition
to English, are in
both cases the team-work of
New York
market demand even now.
the organization as a whole
It is an old story that manu
is hampered and clogged—
Copyright, 1917, by Pace & Pace
and all because one or more
facturing firms, international
banks, exporting and im
individuals have not learned
the meaning of proper coordination. Forget porting concerns, steamship lines, engineering
your individualism and coordinate your faculties corporations, and various other kinds of enter
and your actions.
prises doing business in foreign lands are on the
steady lookout for young men who can speak
“
JINX
”
!
You
read
of
it
in
the
newspapers
the
language of the land where they are to live.
Jinxes”
when the home team loses a ball game. It If this has been true in the past, it will be trebly
slinks into the conversation when the middletrue in the future, when national jealousy and
aged job-seeker nervously perches himself upon narrow-mindedness will have given way to inter
the edge of your visitor’s chair and complains national comity and understanding. The threethat “things have never seemed to break just language man or even the two-language man is
right.” It lifts its grinning head whenever and on the threshold of business opportunity.
wherever the consequences of physical, mental, or
There is the cultural side of the matter, too.
moral non-performance are to be glossed over Many thinking people hold, not without much
and explained away. The world reeks with tales reason, that no person is well educated unless
of the dour deeds worked upon hapless mortals he knows at least one language other than his
by some kind of “jinx,” which malignantly lurks own. Imagine the pleasure of reading Dante or
in the shadows of human incompetence, seeking Corneille or Racine or Heine in the original! To
whom it would attack and destroy.
be able to see things as some of our world

Edi
torial

A
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The
Word
smith

Initiative

neighbors see them, to be able to
organization view-point, it will be a
The
think as they think—to grasp their PaceStudent good way. Do you understand now,
view-point, to be able to scale the
why Austin picks the plum?”
June, 1917
certainly do,” I replied, as I
same heights of aspiration and ideal
ism as they scale—is not this a fitting reward got up from my chair; “and I venture to say
for the time spent in mastering a foreign lan that you have unconsciously put your finger on
guage? And the pity of it all is that we do have one of the main reasons why hundreds of other
the time for study, whether we think we have executives single out certain young men for pro
or not. It is not a matter of time at all; it is motion—they want young men who have demon
wholly a matter of inclination, of vision, of strated that they can initiate responsibility as well
will power.
as carry it. Hats off to Austin who knows this
to be true.”
"WHAT a wordsmith that fellow is!” said
HE effective marksman has a definite target High
one of my business associates, after a
certain salesman had gone away. My associate
for each shot. The effective business man Scores
spoke with sincerity and admiration; he was pay
should have a definite target for each effort that
ing a deserved compliment, for our caller’s lan he puts forth. Taking each day as a basis, what
guage—his choice of words and phrases that were the targets for the day? How many shots
exactly fitted his meaning—was far out of the did you fire? How many hits did you register?
ordinary. Yet, like the true artist in any calling, It takes patient practice, supplemented by careful
he kept his art—for art there is in the happy analysis of the results of each shot, to attain good
and simple use of English—in the background; marksmanship with a rifle. It takes just as care
he was there to sell goods. He did not talk for ful training, and just as careful analysis, and just
the sake of talking; he was neither a time-waster as patient practice, to attain good marksmanship
nor a language-waster; and in every word-mosaic with your mental efforts. The business world
that he fashioned there was a restrained spon to-day demands men who can make high scores.
taneity that betokened the word-master. When
he came in to see us, we expected to send him "THEY changed the system and he had to Theory
get out.” How often you have heard and
away empty-handed; instead, we gave him a
small trial order. And there are people still liv these words spoken of a discharged executive! Practice
ing who say that good English has no particular Investigate further, and you will probably find
that he was of the “old school”; of the type op
business value!
posed to everything new—a slave of tradition.
Experience may broaden or experience may
"WHY have you recommended Austin for
V V advancement, and not Stanton?” I narrow. Sometimes, it depends upon the type of
asked the head of the Advertising Department. experience; more often, it depends on whether
“I don’t see much difference between the two. the individual is grounded in theory—whether
Both are loyal, energetic, intelligent, and of good he knows the basic reasons for doing, as well as
address. It seems to me that what one is en the doing.
Theory, without experience, tends toward fruit
titled to, the other is also.”
“What you say is partly true,” replied my less, and sometimes disastrous, experiment.
friend and associate. “Austin and Stanton are Theory teaches the possibilities, experience the
both likely youngsters, and have done good work probabilities. Early teaching of the professions
in my department. There is this difference, was based almost exclusively upon experience;
though, between them. Stanton needs constant later teaching was based almost exclusively upon
supervision; he needs somebody else to tell him theory; modern teaching is based upon both.
what to do and how to do it. He can’t plan Even the so-called “laboratory” method in the
things and carry them out, effectively, on his own school is now supplemented by actual practice in
initiative. Austin is just the opposite. One the factory, in the office, or in the counting-room.
Shall the young man learn theory first and get
short talk with him a week is enough to set him
going and keep him going. He thinks ahead, experience afterward, or shall be get the experi
keeps a tickler, makes reports, and advances ence while learning the theory? Practical educa
suggestions of his own. Stanton leans on me tors lean to the latter method. They say, Have
all the time, while Austin lets me lean on him. the young man work while he learns. Spare
That’s why I have recommended Austin for ad time study is based upon the most advanced
vancement—so long as he knows the goal he is pedagogic principles.
Get theory, and, with all thy getting, get ex
expected to reach, he can be depended on to hew
out his own way of getting there, and, from the perience.

T
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T E investigation of
H
The agreement provided that
of the business of Pace Student James MacFarland would turn over
to the corporation all the assets of
James MacFarland
July, 1917
his business on the basis of the fig
divides into three
con- ures contained in the Balance Sheet as at Decem
stages. The first stage con
condition ; ber 31, 1916, including cash, with the exception of
cerns his financial condition
the second stage concerns the $891.04. The corporation is to assume the liabili
earning capacity of the business ties as stated therein. MacFarland also agreed to
during a period of six years, from its beginning assign to the corporation the new contract and to
to December 31, 1916; the third stage concerns enter into a contract with the corporation upon
the steps necessary to create and finance a cor its creation to serve as general manager for the
poration to take over the enterprise. In the April term of five years, at an annual salary of $3,600.
number of The Pace Student, we considered the For the business turned over and the contract
first of these stages; in the June number, the sec assigned, the corporation was to pay MacFarland
ond; and in this number we shall consider the capital stock of the par value of $71,500—consist
ing of 120 shares of preferred stock and 595
third stage—that of incorporation.
The fundamental basis for the incorporation is shares of common stock.
After MacFarland was paid, there was left
found in the statements considered in the previ
ous issue, though reference to them by the reader $28,000 of preferred stock, which is to be offered
is not absolutely necessary. James MacFarland’s for sale to secure additional working capital, and
Balance Sheet as at December 31, 1916, furnishes $500 in common stock, to be issued to the in
a statement of the value of assets, existing liabili corporators. In the state where the corporation
ties, and the capital investment of the proprietor. was effected, capital stock to the amount of $500
From the Statement of Profit and Loss for six had to be paid in before the corporation could
years ended December 31, 1916, it may be seen commence business. This rule varies as to the
that the earnings show a very encouraging return amount of capital stock in different states. As
an inducement to purchasers of preferred stock,
on the investment.
James MacFarland’s investment is approxi James MacFarland agreed to transfer to a trus
mately $12,000, and the corporation proposes to tee 280 shares of common stock, with instructions
issue capital stock aggregating $100,000. It is to transfer to the purchaser of each share of
expected that the increased output resulting from preferred stock one share of common stock, as
a new contract to be assigned to the corporation, a bonus. Thus MacFarland retained 315 shares
which is said to be a very favorable one, will of common stock, which was sufficient to enable
enable the corporation to earn a fair return on him to control the corporation.
Increased operations incident to carrying out
this capital stock. It was decided that the cor
poration should be known as the MacFarland the work on the new contract did not require im
Manufacturing Company, and that the authorized mediate payment for the 280 shares of preferred
capital stock of $100,000 should be divided into stock. Therefore, subscribers to this stock were
1,000 shares, of the par value of $100 each—con given the privilege of making payment in four
sisting of 400 shares of seven per cent. cumula equal instalments; the first instalment to be
tive preferred stock, of the par value of $40,000, made upon acceptance of subscription, and the
and 600 shares of common stock, of the par value remainder to be paid in 30, 60, and 90 days.
of $60,000. The voting power was vested in the
Entries on the books of the corporation to
record the foregoing transactions follow:
holders of common stock.

MacFarland Manufacturing Company
A corporation organized under the laws of the State of
, with the express
and implied powers to carry on the business of manufacturing, buying, and selling brick and tile,
and any other manufacturing and trading operations incident thereto. The authorized capital
stock is one hundred thousand dollars ($100,000) divided into one thousand (1,000) shares, of
the par value of one hundred dollars ($100) each, of which four hundred (400) shares is seven
per cent. cumulative preferred stock, and six hundred (600) shares is common stock.

Subscriptions to common stock are as follows:
Robert M. Davis .....................................................................................
S. D. O’Donnell .....................................................................................
D. J. Lake .................................................................................................

2 shares
2
1
“

................................................................................

5 shares

Total
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CASH

.................................................................................................................................................
To COMMON STOCK ........................................................................................

$500.00
$500.00

For common-stock certificates issued to incorporators as follows:
Com.-Stk. Ctf. No. 1—Robt. M. Davis...............................................
2 shares
“
“
“
“ 2—S. D. O’Donnell .........................................
2
“
“
“
“
“ 3—D. J. Lake ..................................................... 1 “
Total ...................................................................................

5 shares

NOTE.—Some accountants prefer to raise a “Sundry Subscribers’ Account”
and close it out. Technically, there has never been a liability on the part of
the sundry subscribers, because the amount must have been paid in cash at the
time of the creation of the corporation. Furthermore, a fuller record is not
given by the other method because the Journal is the book for recording trans
actions, and the full transaction is recorded in the Journal. The entry given
contains the names of the subscribers in one place, and would give more
complete information than three distinct Ledger accounts raised and closed out.

SUNDRY ASSETS To SUNDRIES........................................................ ............................
SUNDRY LIABILITIES .................................................................................................
JAMES MACFARLAND, VENDOR............................................................................

$111,357.50
$39,857.50
71,500.00

For sundry assets taken over and sundry liabilities assumed, in accordance with
resolution of board of directors, meeting........................... 1917, Minute Book,
page ....
JAMES MACFARLAND, VENDOR, To SUNDRIES..................................................
SEVEN PER CENT. CUMULATIVE PREFERRED STOCK ........................
COMMON STOCK .............................................................................................................

71,500.00
12,000.00
59,500.00

For 120 shares of preferred stock and 595 shares of common stock issued to James
MacFarland in payment for property acquired in accordance with resolution
of board of directors, meeting ........................... 1917. Minute Book, page ....

SUNDRIES To SUNDRIES
CASH .......................................................................................................................................
NOTES RECEIVABLE....................................................................................................
ACCOUNTS RECEIVABLE ..........................................................................................
INVENTORY—BRICK AND TILE ..........................................................................
INVENTORY—HAY, GRAIN,AND SUPPLIES....................................................
REAL ESTATE ...................................................................................................................
BUILDINGS, KILNS, AND MACHINERY ............................................................
HORSES AND MULES ...................................................................................................
WAGONS AND HARNESS............................................................................................
LOOSE EQUIPMENT ....................................................................................................
PREPAID INSURANCE ................................................................................................
STRIPPING CLAY BED ................................................................................................
GOOD-WILL ........................................................................................................................
RESERVE FOR BAD DEBTS ..............................................................................
RESERVE FOR DEPRECIATION—BUILDINGS, KILNS, AND
MACHINERY ......................................................................................................
RESERVE FOR DEPRECIATION—WAGONS AND HARNESS........
RESERVE FOR DEPRECIATION—LOOSE EQUIPMENT ................
SUNDRY ASSETS .....................................................................................................

2,594.56
12,645.00
4,875.00
1,579.00
475.00
5,250.00
28,460.00
2,500.00
1,265.00
200.00
1,006.94
400.00
60,000.00

622.50
8,538.00
632.50
100.00
111,357.50

$121,250.50

To raise accounts for assets taken over, in accordance with resolution of board
of directors, meeting ...................... , 1917. Minute Book, page ....
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SUNDRY LIABILITIES To SUNDRIES........................................................................
NOTES PAYABLE ............................................................................................................
ACCOUNTS PAYABLE ...................................................................................................
INTEREST ACCRUED ....................................................................................................
FIRST MORTGAGE (6 per cent.) ................................................................................

$39,857.50
$12,500.00
6,870.00
487.50
20,000.00

To raise accounts for liabilities assumed, in accordance with resolution of board
of directors, meeting...................... . 1917. Minute Book, page ....
28,000.00

SUNDRIES To STOCKHOLDERS’ SUBSCRIPTION ACCT................................
For subscription to 280 shares preferred stock, payable as follows:
Cash ................................ 1/4
30 days .......................... 1/4

60 days............................ 1/4
90 days............................ 1/4

INSTALMENT NO. 1.................................................. ..............................................................
3 .................................................................................................................
4 .................................................................................................................

7,000.00
7,000.00
7,000.00
7,000.00

$28,000.00
CASH ...............................................................................................................................................
To INSTALMENT NO. 1 ...............................................................................................

$ 7,000.00

$ 7,000.00

For cash received in payment of Instalment No. 1 upon acceptance of subscrip
tions.

The remaining Journal entries as to cash payments of instalments will be similar to the
preceding entry.
Upon the receipt of the final instalment for subscriptions to preferred stock the stock
certificates are to be issued. The entry to be made is as follows:
STOCKHOLDERS’ SUBSCRIPTION ACCOUNT ......................................................
To SEVEN PER CENT. CUMULATIVE PREFERRED STOCK ..............

$28,000.00

$28,000.00

For preferred-stock certificates issued as under:
Pfd.-Stk. Ctf.
“
“
Etc.

No...... A...................................................................................
“ “ B..................................................................................

Shares
xx
xx
xx

Total..................... ............................................ 280

Productive Summer Study
For Accountants and Business Men
IN many Organizations the busiest period of the business year occurs between January
and June. This is especially true in the offices of Certified Public Accountants.
IT follows, therefore, that many Senior and Junior Accountants must plan for their
professional educational training in the summer months. Office executives of many
Commercial and Industrial Corporations also have more time available for study after
June 1st.

DURING the entire year, Pace Institute provides Instruction in Accountancy and
Business Administration, English, and Public Speaking. The summer resident
classes at 30 Church Street, New York, are available to persons in the Metropolitan
District. Outside of New York, summer instruction is conducted through the mails,
under the direction of the Extension Division of Pace Institute.

PACE & PACE
New York City

30 Church Street
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Law a given amount for the goods, and
Depart therefore he is obligated to deliver
ment the goods to B at the price agreed
upon. Inversely, if A offers B goods

( Continued) at a given price, and B then accepts

a part of the goods, this constitutes
an acceptance of the offer. With re
spect to the latter, there are many
cases in which it would seem that if
goods are forwarded as a result of
negotiations, with an invoice, a fail
ure to return the goods within a
reasonable time constitutes an ac
ceptance. It would seem that if
there had been no negotiations and
the goods are sent on trial, with the
invoice, as the result of no solicita
tion on the part of the person to
whom they are sent, the mere fail
ure to return the goods does not
constitute an acceptance. It is the
safer policy, when this is done, im
mediately to notify the person send
ing the goods, saying that they are
not acceptable and request their re
moval. If the person has the elec
tion to hold the goods or to return
them by a specific date, retention
beyond that date constitutes an ac
ceptance. Likewise, if a person re
ceives and accepts an amount of
goods in excess of the quantity
named in a contract, an acceptance is
performed of the goods at contract
price and he is obligated to pay.
Acceptance may be by agent. It
must appear, however, that the
agent had authority to accept. For
instance, where an offer read “by
acceptance of an executive officer of
this company,” an acceptance by an
agent, not an executive officer, is
not a valid acceptance.
One interesting case involving of
fer and acceptance was the case of a
salesman. The defendant offered to
pay his expenses and a royalty if
he would go to a certain place and
sell goods for the defendant. Before
he received the offer, the salesman
sent a letter to the defendant stat
ing that he would sell the goods only
at a fixed salary, named in his letter.
Without further negotiations, the
defendant requested him to go to
the place and make sales. It was
held that the defendant by request
ing the plaintiff to undertake this
work accepted the offer of the
plaintiff to work for the fixed salary
named, and a valid contract resulted.
These cases illustrate the circum
stances under which conduct will be
construed as acceptance of an offer.
Furthermore, the acceptance of an
offer must be unqualified and uncon
ditional. For instance, Jones offers
Brown a quantity of potatoes at $8
a barrel, and Brown replies, “Will
accept your offer at $7.50 a barrel.”
This cancels the offer of Jones at

PaceStudent
July, 1917

the time Jones receives the rejection.
The legal effect is that in the first
instance Jones offered potatoes to
Brown for a price. The rejection
by Brown canceled this offer and
substituted another offer from
Brown to Jones. The substituted
offer was of cash for potatoes.
This substituted offer must be
accepted by Jones before a con
tract would result.
Thus the
person who in the first instance
made the offer may ultimately be
come the acceptor of an offer made
by the other party. Much of the
confusion in the minds of students
on this subject is due to the fact that
the original offeror, and the original
person to whom the offer is made,
may, in the course of negotiations,
reverse their positions, the one being
the acceptor of another offer, and
the other the offeror instead of
acceptor.
You will note, I mentioned that a
rejection was effected as at the time
it is received by the person who
made the offer, and that from that
time the offer is canceled. Further
more, the rejection, if arising out of
a qualified “acceptance,” may con
stitute a new offer. Another diffi
culty consists in determining when
an acceptance is communicated. For
instance, an offer might be by mail
and the reply by telegram, or the
same means of communication may
be used both for the offer and for
the reply. If the reply is made by
the same means of communication
as was used to convey the offer, then
the reply is effective from the time
it is turned over to the agency oper
ating the means of communication.
Thus, if an offer is sent by mail, the
reply is effective from the time it is
deposited in the post-office. If the
offer is sent by telegram and the
reply is by telegram, the reply is
effective from the time it is turned
over to the telegraph company.
On the contrary, if a different
agency is used for reply, the reply
is not effective until received by the
person making the offer. Thus, if
an offer is sent by a telegram and a
reply is mailed, the reply is effective
upon receipt by the person making
the offer.
The theory is, that the means of
communication adopted by the of
feror becomes the agent of the
offeror for the receipt of the reply.
Immediately upon delivery of the
reply to the means of communica
tion adopted by the person making
137

the offer, it constitutes a delivery to
that person. On the other hand, if
a different means of communication
be used for the reply, then there is
no delivery to an agent of the
offeror when the reply is turned over
to the transmitting organization, and
delivery is not effective until the
communication reaches its destina
tion.
Assume that A offers B a quantity
of goods by telegram. B rejects the
offer by mail. Before the letter
reaches A, a telegram is sent to
A accepting the offer, which arrives
in advance of the rejection. In this
case, there would be a valid contract,
because until the rejection reached A
it was not effective. A mails an
offer to B, and B deposits a rejection
in the mail. B later telegraphs ac
cepting the offer. The telegram
reaches A before the letter. Here
there would be no contract for the
reason that upon deposit of the re
jection in the mail box the original
offer was canceled.
With these examples in mind, the
main principles lying behind offer
and acceptance may be readily un
derstood. These principles apply
unless there is some agreement be
tween the parties which might
change the situation. For instance,
in making the offer it might be
deemed advisable to state in the
offer certain conditions as to ac
ceptance. It is not unusual to use
the limitation: This offer must be
accepted by mail received here on or
before a specified date. In cases
where parties are negotiating re
specting a commodity wherein there
are many price fluctuations, such a
sentence is desirable.

MILTON BERNSTEIN, Detroit
School of Accountancy T7 and for
several years at the head of the ac
counting department of the Robin
son Cohen Company, has entered in
to the practice of Public Accounting
with offices at 300 East Euclid Ave
nue, Detroit, Mich.
THE KANSAS CITY SCHOOL
OF ACCOUNTANCY, LAW AND
FINANCE, Kansas City, Mo., has
completed the organization of a Stu
dent Society. Mr. T. H. Brading, 810
Lathrop Building, Kansas City, has
been elected as the first president.
The meetings will be held regularly
every two weeks during the summer,
and once a month during the school
year.

Become physically fit—this is no
time for a man of military age to
be soft ofmuscle or short in wind.
Train!

English
Depart
ment
Horatio
N. Drury,
B.A.

Original
ity

QUALITY most
desirable, but
most difficult to
attain, in the use
of spoken and
written English is
freshness—a
somewhat new
way of saying
things. “Orig
inal,” we call the exceptional man
or the woman who uses language
happily and freshly; and originality
in the selection and invention of
phrases and sentences, while it may
startle us a bit, always makes us
agreeably attentive. It is this orig
inality, this freshness, this vividness
in the use of language, which we
find prodigally present in the writ
ings of the masters and makers of
literature.
To tell just what is the source of
language that holds us with its
power and charm is hard. It is cer
tain that back of it, there must be a
well-stored and a quick-working
mind, a capacity for feeling and
visualization, an understanding of
the beauty and the verities of hu
man life, a conviction that, after all,
it is the message, the picture, the
call to action, not the language it
self, that primarily counts. These
are the springs—some of them,
surely—that overflow in language
pure and undefiled, and fall like
music upon the ear.
It is the little mind, the mind
with narrow outlook and limited
compass, that expresses its concepts
in stereotyped words, phrases, and
sentences. Conversely, the richer
our experience, the wider our obser
vation, the better developed our
power of ratiocination, and the loft
ier our imagination, the more natural
it is that we use language happy in
its phrasing and rich in its sug
gestiveness.
The following paragraphs from
the writings of some of the world’s
most highly esteemed authors, illus
trate more clearly than could pages
of explanation, what is meant by
originality—freshness of style:
“The one common note of all this
country is the haunting presence of
the ocean. A great faint sound of
breakers follows you high up into
the inland canons; the roar of wa
ter dwells in the clean, empty rooms
of Monterey as in a shell upon the
chimney; go where you will, you have
but to pause and listen to hear the
voice of the Pacific. You pass out
of town to the southwest, and mount
the hill among pine-woods. Glade,
thicket, and grove surround you.
You follow winding, sandy tracks
that lead nowhither. You see a
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deer; a multitude of quail arises.
But the sound of the sea still
follows you as you advance, like that
of wind among the trees, only
harsher and stranger to the ear; and
when at length you gain the summit,
out breaks on every hand and with
freshened vigor that same unending,
distant, whispering rumble of the
ocean; for now you are on the top
of Monterey Peninsula, and the voice
no longer only mounts to you from
behind along the beach toward Santa
Cruz, but from your right also,
round by Chinatown and Piras
Lighthouse, and from down before
you to the right of the Carmello
River.”—Stevenson.
“And I thought of the widows and
orphans he [Napoleon] had made;
of the tears that had been shed for
his glory, and of the only woman
who ever loved him, pushed from
his heart by the cold hand of ambi
tion. And I said I would rather
have been a French peasant, and
worn wooden shoes. I would rather
have lived in a hut, with a vine
growing over the door, and the
grapes growing purple in the amor
ous kisses of the autumn sun. I
would rather have been that poor
peasant, with my wife by my side
knitting, as the day died out of the
sky, with my children upon my
knees and their arms about me. I
would rather have been this man
and gone down to the tongueless
silence of the dreamless dust, than
to have been the imperial persona
tion of force and murder known as
Napoleon the Great.”—Ingersoll.
“This is the high enterprise of the
new day: to lift everything that con
cerns our life as a nation to the light
that shines from the hearthfire of
every man’s conscience and vision
of the right. It is inconceivable that
we should do this as partisans; it is
unconceivable that we should do it
in ignorance of the facts as they are
or in blind haste. We shall restore,
not destroy. We shall deal with our
economic system as it is and as it
may be modified, not as it might be
if we had a clean sheet of paper to
write upon; and step by step we
shall make it what it should be, in
the spirit of those who question
their own wisdom and seek counsel
and wisdom, not shallow self-satis
faction or the excitement of excur
sions whither they cannot tell. Jus
tice, and only justice, shall always
be our motto.”—Woodrow Wilson.
“What gives the great fertility to
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the blue-grass region is the old lime
stone rock, laid down in the ancient
Silurian areas, which comes to the
surface over all this part of the state
and makes the soil by its disintegra
tion. The earth surfaces seems once
to have bulged up here like a great
bubble, and then to have been planed
or ground off by the elements. This
wearing away process removed all
the more recent formations, the
coral beds, and the conglomerate or
other rocks beneath them, and left
this ancient limestone exposed. Its
continued decay keeps up the fer
tility of the soil. Wheat and corn
and clover are rotated for fifty years
upon the same fields without ma
nure, and without any falling off in
their productiveness.
Where the
soil is removed, the rock presents
that rough, honeycombed appear
ance which surfaces do that have
been worm-eaten instead of worn.
The tooth which has gnawed, and is
still gnawing it, is the carbonic acid
carried into the earth by rain-water.
Hence, unlike the prairies of the
West, the fertility of this soil per
petually renews itself.”—Burroughs.
From the foregoing very different
types of writing, one is able to get
a definite impression of what fresh
ness or originality of style consists
in. Obviously, to be able to express
new thoughts in a new way, or old
thoughts in a new way, is a most
desirable quality to cultivate; and
cultivated it can be, provided we read
widely and wisely and then incor
porate within our own vocabulary
the fruits of our reading.

THREE months’ intensive
course in physical training for
military service is one of the
notable contributions to national
preparedness on the part of the
Twenty-third Street Branch of the
Young Men’s Christian Association.
The course is intended for young
men who are in training for military
service, or who expect to enlist and
wish to get into condition to with
stand the privations and hardships
of military life.
All authorities agree that physical
training is of great value in getting
men ready for military duty. Gen
eral Leonard Wood, the originator
of the Plattsburg idea, and one of
the foremost advocates of prepared
ness, says: “Give us the men in good
physical condition, and we will make
soldiers of them in three months.”
Dr. Tait Mackenzie, director-general
of physical training in the armies of
Great Britain, also declares that the
greatest task of military prepared
ness is to put the men in good physi
cal condition.

Mecha
nical
Devices

"M
ACHINERY
as an Aid to
Accountancy,” is the title
of a lecture delivered by
Lawrence R. Dicksee and published
by Gee & Company, Ltd., London.
It is interesting to note the atti
tude taken by so important a mem
ber of the British profession toward
mechanical expedients—an attitude
which seems to have been forced
upon the British accountants by la
bor conditions due to the war. In
his opening paragraph Mr. Dicksee
says:
“. . . At a time like the pres
ent, when something like sixty
or seventy per cent. of those
skilled in accounting methods
are serving with the colours, or
are in some other way engaged
upon war work, the problem of
producing the best possible re
sults with the very limited
amount of skilled labour at
present available for the pur
pose becomes one of para
mount importance.”
One after another various me
chanical devices are mentioned
which are familiar sights in the
American business office. The type
writer, the multigraph, the comp
tometer, the adding machine, the
dictating machine, the time recorder,
and several others more or less
familiar to us in the United States
are enumerated as having made
their entrance, without doubt to re
main, in the British business office.
Speaking of the adding machine,
Mr. Dicksee says:
“At one time facility in rapid
adding was regarded as an es
sential part of the education of
all clerks. But, however that
may be, I venture to think that
you will all agree with me when
I say that the educational
value of this work is absolutely
nil; that, save as a means of
equipping the clerk to perform
necessary work, the time occu
pied in acquiring a facility in
rapid addition is really time
absolutely wasted.
Formerly
there was no alternative proc
ess available, and therefore this
facility had to be acquired—
often with considerable labour.
Under present conditions, it
seems to me that this labour is
very largely unnecessary.”
Again Mr. Dicksee says:

“There is a popular impres
sion that the general introduc
tion of machinery has elimi
nated much joy from the life
of the average worker. One
hears of the ‘monotony’ of ma-
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chinery, of how its constant
working tends to turn even
human beings virtually into ma
chines themselves. . . . How
many telegraph boys are there
who would prefer to walk,
rather than to use a bicycle?
And how many of them—if they
had the chance—would not pre
fer a motor-cycle? . . . The
point that I want to emphasize
is that it is not machinery that
is montonous, but, rather, work
itself. . . . Thus, we all know
that practically the only feel
ing of exhilaration that could
possibly be evolved out of add
ing numerous columns of fig
ures, is the contemplation of a
considerable mass of such work
actually accomplished, and ac
complished within a very satis
factory period of time.”
The summing up of Mr. Dicksee’s
lecture is of particular interest in
its presentation of the conservative
British mind forced by war condi
tions to adopt the labor-saving de
vices to which it has so long turned
a cold shoulder.
“With us rests the responsi
bility of keeping ‘going,’ with
greatly diminished staffs, the
business of this country, whether
that business be the manufac
ture and transport of munitions
of war, or the maintenance—
and if possible, the extension—
of that trade upon which our
prosperity and supremacy so
largely depended in times of
peace. ... We have yet to
demonstrate, upon anything like
a large scale, the enormous sav
ing in human labour that is pos
sible by the well-directed em
ployment of suitable machinery.
As I have briefly indicated in
the course of my lecture, all
necessary machinery for that
purpose is at the present time
really available; all that is re
quired is that we should over
come our prejudice against us
ing it, and turn our attention to
the consideration of the prob
lem as to how it may be used
most extensively, and to the best
advantage. In this connection
I would like you to bear in
mind that practically all the
various devices that I have
enumerated in the course of this
lecture are already in general
use. Probably most of them are
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better known to the average
business man of intel igence than
they are to the professional ac
countant. Unless the Account
ant is content to be pushed
aside, and to be dispensed with,
it behooves him earnestly to
grapple with this problem of
the application of machinery to
office conditions.”
MONG the many commenda
tory letters received by The
Pace Student on the patriotic
issue, one is of particular interest.
The writer is a man who has served
his country in a branch of the
service which engages in more cam
paigns than probably any other
branch—the United States Marine
Corps. He writes:
I have just finished reading my
copy of the May Pace Student,
and it has appealed so strongly to
me that I cannot but help writing
you in order to inform you of my
deep appreciation of all that it
contains.
I wish to thank you and your
staff as a soldier for placing be
fore the public such an accurate
and detailed description of mili
tary organization and its problems
as you have done in this Magazine.
There are very few citizens of our
country who know anything what
soever of the organization of the
Army or Navy of their country,
and if they could but read the arti
cles in your Magazine I feel sure
they would regard these organiza
tions in a much different light from
that in which they do at present.
As a former member of the
Marine Corps (1904-08), I thank
you again for mentioning this
branch of the service, and most
particularly so for inserting the
motto of the Corps in your article:
“Semper Fidelis.”
That I will cherish this copy of
The Pace Student is a foregone
conclusion, and I know that there
will be many who, in reading over
this copy of The Student, will say
with me, if events prove such that
we may have to fall in: “I expect
I’ll meet Bill and quite a few of
the other boys, when I report to
the Colonel again.”

A

CONRAD LEICK, JR., Pace Insti
tute, has resigned his post on the
auditing staff of the Employers Lia
bility Assurance Corporation to ac
cept a position with Chubb & Son.

Cool summer mornings are fine for
study—have you ever tried the pe
riod from 6 to 7 ? A cold shower,
plunge, or sponge helps in getting
started.

A
Soldier’s
Apprecia
tion

4

Per
sonal
Notes

RAYMOND H. FOGLER, graduate
of Princeton University, has accept
ed, through the Pace Agency for
Placements, Inc., a position on the
staff of the plant department of the
American Telephone and Telegraph
Company.

CHARLES E. VICTORY, Pace In
stitute, has recently been nominated
for assistant appraiser of merchan
dise, Custom House, District No. 10,
by President Wilson. Mr. Victory’s
nomination has been confirmed by
the Senate.
E. A. CRAWFORD, formerly en
gaged in the accounting depart
ment of the New York Edison Com
pany, has accepted, through the Pace
Agency for Placements, Inc., the
post of assistant auditor of the
River Plate Commercial Company.
ALFRED O. WASHBURN, for
merly educational director of the
New Britain Young Men’s Christian
Association, has accepted, through
the Pace Agency for Placements,
Inc., the post of executive secretary
of the Seamen’s Church Institute,
New York City.
Respect for other persons’ rights
wins respect for your own.
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PHILIP B. THOMAS, formerly on
the staff of the David W. Wood
Audit Company, has joined the Ac
countancy staff of George H.
Church, C. P. A.

CHARLES S. DUNCAN, formerly
assistant to the president of the
General Vehicle Company, has ac
cepted, through the Pace Agency for
Placements, Inc., the post of execu
tive secretary of Mr. R. H. Mont
gomery of the firm of Lybrand, Ross
Bros., & Montgomery.
EDWARD SCHRAM, New York
Institute of Accountancy, has ac
cepted the position of bookkeeper
with the Commercial Acetylene
Welding Company.
Mr. Schram
was formerly employed by the Mer
sereau Metal Bed Company.
ERNEST H. BENSON, Pace Insti
tute, Extension Division, who was
formerly in the employ of the Det
mer Woolen Company, Pittsburgh,
Pa., has accepted a position on the
bookkeeping staff of Andrews &
Company, New York City.

WILLIAM J. HEANEY, New York
Institute of Accountancy, has re
signed his position with the Forst
man & Hoffman Company to accept
a position in the accounting depart
ment of The American Water
Works and Electric Company.

JOHN K. HAMPTON, a student of
the Pace Standardized Courses giv
en under the auspices of the Drake
Commercial Schools, Bayonne, N. J.,
has recently resigned his position in
the Vacuum Oil Company to accept
a position in the August Mietz En
gine Works.

ALBERT M. GUIDERA, Pace In
stitute, has accepted a position in
the accounting department of The
Brunswick - Balke - Collender Com
pany. Mr. Guidera was formerly
employed in the office of the presi
dent of the Borough of Queens.
Conserve your health and the Na
tion’s food supply—adopt the plan
of two meatless days a week for
your own and the Nation’s good.
Gardens require cultivation as
well as planting—keep the soil well
stirred if you expect to add to the
Nation’s food supply.

Measures of Business Activity
Bank Clearings
Entire country estimated from complete returns from cities representing 93.6 per cent. of the total.
show changes from preceding year.
1917......................
1916......................

The LastWeek. P.C. The Week Before. P.C.
$5,804,000,000 +21.0
$5,562,000,000 +27.2
4,792,000,000 +55.1
4,371,000,000 +35.1

Year to Date
$131,086,200,000
106,371,166,598

Percentages

P.C.
+23.2
+43.4

Gross Railroad Earnings
Month of
Fourth Week Third Week Second Week
in May.
April
in May.
in May.
26
Roads
181
Roads.
25 Roads.
21 Roads.
$316,482,921
$9,441,547
$9,319,281
1917.................... . $13,646,572
8,331,040
279,619,943
8,420,918
11,732,223
1916....................
+$1,110,507
+$36,862,978
+$898,363
Gain or loss
+$1,914,349
+
13.3%
+13.1%
+10.6%
+16.3%

Jan. 1
to Feb. 28.
217,753 Miles.
$538,314,430
497,397,671
+$40,916,859
+8.2%

The Car Supply
May 1, April 1, ------------------------ Nearest Report to May 1------------------------Net sur
1917.
1917.
1916.
1915.
1914.
1913.
1912.
1911.
1910.
plus of all
freight cars *145,499 *144,797 33,361 291,303 228,879 39,799 138,881 187,2781 22,593
*Net shortage

THE ANNALIST
TIMES SQUARE

NEW YORK

Send the Annalist for one year to the
address below, for which I enclose
$4.00
Name..........

Street...

....................

.

To one who is able to read the story behind the figures,
the above table (taken from The Annalist of June 11th)
is of great interest.
Judging from the Bank Clearings, Business, though an
increase is shown, is becoming more conservative.
The cause for this may be found in the figures show
ing the Car Supply.
The Annalist a weekly financial magazine, published
every Monday, contains the above table, with figures
including the preceding business day.

4

City................................
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